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Background/Environment 
Trends 

•  Solution  buying — a  dominant  factor 

-  Key  to  account  control 

-  Industry  expertise  becomes  critical 

-  Relationship  sell/flexible  contracts 

•  Strong  infrastructure  is  key 

-Will  result  in  industry  consolidation 

-  Fewer,  but  bigger  players 
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Information  Services  Market  Structure — 1990s 
Emphasis  on  Supporting  Services 
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Background/Environment 
Trends 

•  Key  sources  of  new  revenues — existing  in-house  budgets 

-  Systems  operations 

-  Applications  maintenance  and  management 
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Domestic  User  Expenditures 
1990  ($  Billions) 
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Key  Market  Segments 

for  IBM  Canada 
"Systems  Management" 

•  Systems  integration 

•  Systems  operations  (applications 
and  platform) 

•  Traditional  services 

-  Professional  services 

-  Network  services 

-  Processing  services 

•  Business  operations 
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Systems  Management  Opportunities 
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Specific  Target  Segments 


Segment 


Approach 


Percent' 


Systems 
Integration 


Build  on  core  capabilities 

Centrally  managed  strategy  and  scarce  resources 
Regional/local  deal-making,  execution 
Verticalization  through  alliances,  investments 
Applications  software  through  alliances,  investments 
Use  packaged  methodology — IBM  Worldwide 
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*  Percent  of  market 
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Specific  Target  Segments 
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Facilities 
Services 

•  Build  infrastructure  through  specific  contracts 

•  Acquire/invest  in  network  infrastructure 

•  Integrate  contracted  facilities  into  network 

•  Pursue  vertical  strategy  over  time 

•  Integrate  disaster  recovery 

•  Use  packaged  methodology— IBM  Worldwide 
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Specific  Target  Segments 


Segment 

Approach 

Percent 

SO 

Applications 
Management 

•  Build  on  core  capabilities 

•  Acquire  PS  staff  as  necessary 

•  Centrally  managed  strategy  and  tool  kits 

•  Regional/local  deal-making/execution 

•  Target  established  SO  customers 

•  Target  follow-on  SI  business 
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Specific  Target  Segments 


Segment 

Approach 

Percent 

Contract 

Services 

-Professional 

-Network 

-Processing 

•  Pursue  traditional  approach 

•  Supplement  capability  to  support  SI/SO  approach 

•  Fill  geographic  PS  voids  through 
acquisition/investment 

•  Fill  network  services  voids  through  SO 

•  Fill  processing  services  voids  through  SO 

? 
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Specific  Target  Segments 


Segment 

Approach 

Percent 

Business 

•  Take  opportunistic  approach 

9 

■ 

Operations 

•  Build  around  vertical  orientation 

•  House  in  subsidiary  structures 

•  Treat  as  a  business  offering 

•  (Independent  sales  activity  once  established) 
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Specific  Target  Segments 
Vertical  Marl^ets 


•  Vertical  presence  is  key  to  success  in  systems 
management 

-  Growing  involvement  of  business  executives 

-  Competitive  posturing 

-  Pursued  through  a  variety  of  approaches 
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Specific  Target  Segments 
Vertical  Industry  Building  Biocl<s 


Vertical  Add-Ons 

•  Business  consulting  expertise 

•  Vertical  applications  software 

•  Specialized  processing  services 

Core  Capabilities 

•  SI/SO  methodologies 

•  Core  professional  services 

•  Core  processing  network 
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I  n  vest  merits — I  nf  rast  r  u  ct  u  re 


Large  Data  Centers 


Built  by  IBM  Canada 
Connected  to  IBM  Worldwide 


Demonstration  Centers 


Vertical  or  cross-industry 
Concurrent  with  network  nodes 
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Critical  resource 
Investment/acquisition 


Vertical  Consulting  Staff 


Investment/acquisition 
Alliance/non-competitive 


Applications  Software 


IBM  corporate 
Investment/acquisition 
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Investments— Methodologies 


Overall  Development 

•  Concept  through  implementation 

•  Developed  by  IBM  Worldwide 

Systems  Management 

•  Bid  through  implementation 

•  Includes  applications  management 

•  Developed  by  IBM  Worldwide 
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Investments — Tools 


AD/CYCLE 

•  Potential  for  industry  standard 

•  Timing  is  critical 

•  Accelerated  development  needed 

Re-Engineering  Tools 

•  Key  to  applications  management 

•  Key  to  systems  operations 

•  Drags  IBM  products 

UNIX-Based  Products 

•  Heterogeneous  environment 

•  Promote  objective  market  view 
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Organization/Processes 


•  Relationships  are  key 

-  Flexibility  at  the  local  level 

-  Rapid  commitment  to  the  use  of  shared  resources 

-  Relationship-oriented  (long-term)  reward  systems 

-  Ability  to  deal  internationally 
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Organization/Processes 


•  Centrally  coordinated  investment/deployment  strategies 

-  Management  of  shared  professional  resources 

-  Management  of  the  risk  portfolio 

-  Control  and  evolution  of  key  processes/technologies 
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Smaller  Customers 
Market  Characteristics 


•  Represent  a  significant  untapped  market 

•  Very  receptive  to  total  solution  selling 

•  Fragmented  and  architecturally  diverse 

•  Require  same  services  as  large  customers  with 
different  emphasis 
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Smaller  Customers 
Successful  Vendor  Strategies 


•  Installation  and  support  services  critical 

•  Requires  multivendor  integration  capability 

•  Large  portfolio  of  tailorable  turnkey  solutions 

•  Presents  opportunities  for  outsourcing 
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Smaller  Vendors 
IBM  Canada  Strategies 


•  Investments  in  VARs  in  key  market  areas 

•  Seeding  of  firms  with  IBM  marketing  executives 

•  Technology  investments  in  VARs 

•  Investments  in  first-class  turnkey  solutions 


Conclusions/Observations 


•  IBM  should  emphasize  core  capabilities 

•  They  should  be  packaged  as  "systems 
management" 

•  Low  margin  businesses  are  counter-cultural  to  IBM 

•  But  can  be  managed  to  IBM's  market  advantage 
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